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Adult Education, U.S. Education Depdrtment. Contractors
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quently, information, points of view, or opinions stated
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\I'he Entrepreneursﬂip Training Gomponents are based on
. ’ . information from many sources, Special acknowledgement
‘ l is due the Small Business Management and Ownersw
. v materialé designed and tested by CRC Education and
Human Deqelopment, Inc. for the U.S., Office of Educa-
. tion's ‘Bureau of Occupational and Adult Education.

Special thanks are owed the enttepreneurs who shared their

- experiences during the, preparat:ion1 of this module.
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INTRODUCTION

< I3 -

How are you going to use your job skills after you finish

*school?
‘ ~ s - ' : , &
) Have'you ever thought about starting yoyr own fertilizer ‘_ .
. o and pesticide 'service? ¢ :

N - . 4 ‘. > .
This module describes people who have sstarted and managed ’ .
. this kind of-service. It gives you an idea of what they do
I . and some of the special skills they need.
‘ .
You will read about
planning a fertilizer and pest1c1de serv1ce
-~ choosing a location . .
gettg_g money to start
‘belng in charge. . ’ o -
‘organizing the work s
setting prices
advertising. and selling
keeping financial records
. keeping your busines$ successful
You will also have a chance to practice some of the things
that owners of fertilizer and pesticide services do.

bl

. Then you will have a better idea of whether a career és an 3
owner of that kind of business is for you. '

’
°

\ Before you read this m&dule, you might want to study ’ : }
Module 1, Getting Down to Business: What's It All About?
h ) *

When you finish this module, you might want to read .

» "Module 3:
Module 4:

“ culture.

ERIC :
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Getting Down to Business:

Tree Service;

™ Module 28:

Getting Down to Business:

Getting Down to Business:

Garden Centgr; i
Pest Contr

Service.:’

N

»»  These modules are related to other businesses in agri-
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" UNIT 1

Planning a Fertilizer and Pesticide Service'

P

To help you plan a fertilizer and pesticide.ferv{ce.

3
Objective 1%
an pwner of this business might have.

Objective 2: Describe the services, customers, and
competigion of this business. :

ObJect1ve 3 List two ways to help your bu31ness
"stadd out" from its. competition.

Objective 4: List two legal requ1rements for
" running this business.

1'.

List three or more personal qualities’

-
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CARL THINKS ABOUT OPENING HIS OWN. BUSINESS

v

) - .
- ?
d

Carl Eaglehorse works for a large farm.service company.
He has worked there for 18 years. He is a pesf contro
advisor. He helps farmers figure out which fertilizer and
chemicals they need. He is very good at his job. )

Carl has been thinking about opening his own business.
He has been taking bﬁslness courses.in night scheol. He
would like to start his own fert111zer and pesticide I
service. .

"I know I could do it%," Carl thinks. "I know a 1bt
about fertilizer and pesticides. I'm very-tareful, because
I know those chemicals can be dangerous. I've learned a
lot about business. Also, the farmers like me and know
they can count on me.: They know I'll work overtime and
weekends to help them when they need it. -’ Most of all, I'd
.like . to be my own boss. I'd like to make the decisions
.about my work. I know that ifiI make bad decisionms, I'11
have no one to blame but myself. But I'd like to try it."

s . . .

The area where Carl lives has.mosfiy very large farms.'

* There are two large farm service companies that do almost
all the fertilizer and pesticide work. Carl-uoqdérs how he
can;compete'dith these large companies. '
! Pl

"I don't think this area is a good one fof my service,"
he decides. "I need to be in an area with .mork small
farms. To{compete well I'd like to offer some M®pecial
service. will offer help in figuring out what fertilizer

. and pesticide is needed. I could offer free help with

integrated pest management. Maybe I'll hire an employee

- who specializes in that."

Carl will talk to a lawyer to learn about the best
legak.formmfor his business. He w111 talk to an 1nsurance
agent to find out what coverage he needs. ‘And.he will talk
to federal, state, and local. agricultural agents to find
out what laws he must follow.




Planning a Fertilizer and Pesticide Service

IS ’ ’

» v.\ “t.
]

Small businesses

. . There are man%;;gany small businesses in America.

can have as few as/one worker (the ownetr) or as many as four workers. A

. small business.owner is "self-employed." Offgp a whole family works
together in a small business. ) : - '
. : Carl thought about four.mailn things in planning His fertilizer and

pesticide service. First, he decided his personal dualities are right,
~

for the business. Second, he thought about his services, customers, and

-’f cmmpetition.‘ Third, he decided what he can do to cémpete well. Finally,
L= he thought abbutilegal requirements for runding his. business. ¢
' ' - N d ! . . N
'
’ Personal Qualities ‘ .
- K » . l. ] ‘ N . ‘\ ]
Carl thought about whether he "'has what‘it takes" gb run a fer-
tilizer and pesticide service. . ’ -
) : . . . . iye v ’
! ., ® He has training and skills in fertilizer and pesticide use and
2 . -
in runn%ng a business.
. - & ¢ ' He knows fertilizer and pesticides can be dangerous chemicals,
~ i, SO he’ is very careful to use them correctly. .
| e He is willing to work hard{ o .l i
. i . [y N
e He gets along well with people.
v . . ‘
e He wants to be his own boss.
" Durigg the growing season, ‘farmers sometimes need to havé help with
. c 0y .
‘ fertilizer or pesticides in a huxry. ' Owners of a fertilizer and
. pesticde sgrvice should be willing to work hard to help farmers.
_ “ . . , . o
[ >
/ . i
3 - 5 ‘ ;
R o 6 i)
.‘) *
I ‘ .‘
- o
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Services, Customers, and Competitioa .
pr—— v '

’ .
~ — .
- >

Services. Fertilizer and pesticide service workers serve large ahd

small farmers. They decide what fertilizers to wuse on certain yrops.
Tﬁey study thé soil to findout what crops were planted in the-field

last year. Often they send plant samples to a laboratory to be sure the

. right fertilizer is being used. b
’ Some workers, called pest Lontrol advisors, help farmers identyfy
. insects, plants, .and soil pests that purﬁ crops or animals. Other
‘. workers are calleqd pest control operators. They mix pesticides at the
right strength and then apply them using a truck or tractor, and
N . spreader or spfayer. fhese.workers are usually the ones who appiy

) fertilizer, too. Sometimes one persoun does both jobs.

.

+ Customers. Farmers are the customers of this business. In areas
with only very large’ farms, farmers may own their own spraying and
spreading equipment. In areas with small farms, many farmers cannot
‘ . afford. their own equlpment. Small farmers are more 11ke1y customers for

‘ a small fertilizer and pesticide service.

\ Sometimes pe;ple call a fertilizer and pesticide service because.
. " their buildiegs have Eermites or other pests they want destroyed. The
) equipment for controlling egr{cultural pests is very different frdm
i equlpment for destroying structural pests in bu11d1ngs. Fertilizer and
pest1c1de serviges can't help these people.

-
; \ B » . o, .

Competition. Your competition will be other businesses that -do what
\you do. Established farm service companies offer fertilizer and pesti-

cide sék(ices and probably are well known to farmers.

s
» ~ - [y

-

\ Small fertlllzer and pesticide services can compete with established

coﬂpanies by g1v1ng especially good.service. They can also offer

spec1a1 serv1ces. . . * .

ERIC- -0 - - Gl .

s . . . ,
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You can find fert111zer and pest1c1de services listed in the Yellow o
Pages of the phene book. You can also ask farmers in your area. If . .

there are a lot of companlea already operatlng, your serVice will have a’

: &maller chance of succeedlng than if there are only a fewi__
. : ‘

Special Services - ; . . .
» Py - , N ¢
-

)

Carl knows.\he will have to compete with other fertilizer and

pesticide services. He has thought about what spec1a1 ,8ervices he could

a
‘offer to get customers. One special service he could offer. is fgee ) ﬁ% ’

“

advice on the new field of integrated pest management. Peoplé in this
-

field help farmers control pests in~many'wa¥s. They show farmeérs how to
- . - « ”

-

use, fewer chemical pesticides so there are fewer chemicals released in

the environment. o Y S T
. *
L . L3 N \‘\ a

Other special services might be: o o .

< " .. s 90 ° I3 .. ‘e .

] help on deciding what fertilizer or pesticides are needed;

" e discounts for large orders or quick ﬁayment; or } ..

° guarantees that/;esults wili be good or the jqb W111 be -

s, doné again. )
N B ' .
- Carl .decides to offer help in deciding what's needed. He will also

offer free advice on integrated pest management. He is not a_ specialist
. . - - v

in this himself,’ but he will 4dook for an employee who is. -.

Legal Requiremehts ’ ’ : N ,
)

hY
a \

* You should'contact your county agricultural agent and'your state

business 11cen31ng agency to learn about the laws for a fertilizer and

pesticide serv1ce. . / .
.” . N ! . b4 . _' . a

There are other important legal requirements for opening a busi- g
ness. You have to choé6se the legal form of ySur business. A lawyer can
advige you on the different forms of business. 2 ;\

g " . ~ 4

e - 8 ‘ ‘
) i 12~ . A .

S
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.Every business neeéds insurance té,bq protected against certain kinds

of losses.: An insurance agent can help you decide on the kinds and

v

amounts of insurance you.need.

Most states have special laws for pesticide application. .Your
business may have to meet as many as four legal requirementé to apply
pesticides: (i) a pest control dealer's license to sell pesticides to
farmers; (2) registration with the state department of Qgricultqre to
apply pesticides; (3) a pest control advisor's 1icen;§ for every worker
who advises farmérs on pesticide use; and (4) a pest control operator's

[N

license for every worker who applies pesticides.

.

- - s
’

1f you move to a new state, g;tting these licenses may take some
time. You may have to work fqr a fertilizer and pesticide service and
also to take some tests. Most states do not now regulate fertilizer
use, thoygh in the futuré they may. Every state also requires a '

business operator's license to open almost any business.
S

>

€

Summary ' :
I3 I3 - ' ’ ' .y.\ I3
~ It is important to plan ahead before starting your business.  Now

you know four things to think aBﬁﬁi in planning a fertil}zer and

-

pesticide service. _

1
~
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1. List'two legal requirements for starting a fertilizer and pesticide
. . . M ' .
- 8service. Call ‘or write your county agricultural agent and your
state businegs licensipg agency to find out if your state has any

other requirements. Co - <

~ .

Would you 11ke runnyng a fert111zer and pest1c1de service? Check

ach statement below that fits you. . s
v

I'm w1111ng to work hard. _ .

I'm very careful in 81tuat1ons in wh1ch I or others could be in

danger.
I really like doing things on my own.
I get along well with people.

.1'm interested in how a business is run.

~
.

‘\ . . . . . P
Find:-out what fertilizer and pesticide services are in your area.

. . .
Are any of them small (no more than four full-time~yorkers)?
. g ., " -

- «

.
[y

Can you;xhink of any other special services a fertil er and
7% .

pesticide service could offer? . Make 2 list of them.

' ’ - .

s

Descr1be the services you would offer £f you opened a fertilizer and

s

pesticide service in your -area. Who'would your customers be? Who
R “

»

‘would your competition ‘be? |, i
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. ) ) v R [ - . . .
1. Why do you think ‘an area with many small farms might be a better

- T . . . ¥, —
- location for a small-fertilizer and pesticide Service? Is your area
“ <

e . .

1ik§ this? : . ) ] W Y
. ) A l ’ o : ' ‘ .
2. Why do you think Carl wants to be his own bossd? ! " L
' ) ‘ ' IN ’ s
3. What prolems could Carl face if his business fails? ‘ S

Grpup Aétibity

. ' 3 ot ’ .' 4 I3 3 . ' ' L
Ask the-.owner of a small fertilizer-and pesticide service to cond . \t7
"and taLk.to the class. If there are no small services, ask the manager

& . . . o . . :
'of a large service. Ask the person to .talk about running this kind of .

business. i - . ‘ ) ' )
> ¢
. . ’ ,
. . ' . i ‘
Plan what questions you will ask)the service owner or manager. You '

_ might ask these questgshs.and others. .
3

e What kinds of equipment does your 8ervice usé?

4 , . . ‘
e ° What is your day’like? -What do you do? How wmany hours go you
~ usually work? - Y T
4 A . -
3r\u¥?at experience and training do you have for y job? .
. ® What are the “good and badiparts of-your job? '
¢ Do you think this is a good area for a small service to open?
A What ‘greas might be better?
" If ﬁpe person is the owner of the business,\you could ask these
. questions. - c : . . N
¢ , Why did 'you want to open your own service? *
. ~ ' -
e How long did you plan before you opened? \\
) ° ﬂow much money did it take to getistaried? Where did you get .
the moneif Y . .
. ~ . R .
11 -
‘o oo 15 . .o ’
} .
L4 \ = ©
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Choosing a Location

-

Goal: To help youichoose a location for a fertilizer and-
pesticide service.
"\
Objective 1: List three things to think about in
deciding where to locate this business. )

i

Objective 2: Pick the best location for this
business from three choices and "explain your
choice. ., -




CARL DECIDES WHERE TO LOCATE

°
Carl knows hlS area is not a good one for a small:
fertilizer and pesthlde service. ‘He wants to open his
business in an area with mostly small farms. So he talks
to farmers, county aggnts, and ‘others. ' He visits two
states to see if he should open his business in one of them.

- He decides to open his service in a state with many
small apple and clierry orchards. The arqg also has small
farms that grow many kinds of -row crops. Carl talks to
several farmers in the area. All but two say they would
like to have his service available.
L3

He will need an office, space tp store supplies, and
space to park his equipment. He talks to a real estate
agent, Ms. Carlton, about what he needs. She tells him
there are thio places he could choose. One place is in
town. It used to be an auto repair shop. It has a small
ipment for repairs, such as a hydraulic
for $1,800 a month. . ~

t

The repair equiPment would: be handy for doing mainte-
nance york on-the tru¢ks. But the place doesn't have any
storage space, or much space outside. Also, there's a_ .
pesticide service :just three blocks away.

The second place is out on a highway. ~ It's bigger and
has lots of ‘storage space. It was used for storage by. a
small trucking firm. It has a gas. storage tank and pump.
It also has two buildings. One is a large storage building.
The other is a small temporary structure that could be used ’
for an office. The lease is $2,000 a month for thlS space.
Carl. decides to take the place on the hlghway. It is
closer to thany farms. He thinks people will notice his
bus1ness better there, too. .~ = /,\;
Ms. Carlton helps him work out, a three-year lease with’
the owner. 'Before he signs it, he will be sure he has
enough money to get started. *

»
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Choosing a Location

4 ~ 2

. -

Choosing a location-is important. You have to be sure that the area
has enough customers for your services, For a fertilizer and pesticide
servibe,’youfmight'qun have to move to a different gtate to get enough
customers.
N y .

To find out how many customers might come to/see you, you have to

[y

ask questions., You can get answers from: J
; people who éi ht be customers;
° 'people who Qgﬁe worked in the business; and
e city or county agencies, .such as the county agricultural agent

~ 5

or ‘the planning department.

L4 3
vt + .

-

Opte you are sure the area has enough customer;, yoy have to pick
the spot for.your busiqess.' These are five things to think about.
e The space has to be large enaugh for your needs. ~
o It has to be where it will attract customers. .
e It has to hgve the right quipment, or else be eas& to add
equipment to. ‘ l 1 '
e It has to be in good shape.

o The price has to be one you can pay.

Picking an Area . .

b R ‘
" Catl talked to several farmers about his service. This is a good

way to find out whether people will dge your service. .

-

»
-




- . P
< ' But ;ometimes you can't talk diféctly to custome‘ai‘ So you have to
‘ . ask others. People who have workéd in the business can tell you if they *
‘ have lots of c;stomers or just a fey. The county dgricultural agent may
be able to tell you this, too.

-

: . The city or county planning department can tell you a lot about the

L : . area. It can also tell you if chénges are planned that might affect .

your business. For example, a new highway or change in the zoning laws

.

might be important to you.

Picking a Spot \

i .

Location. Carl has decided that the highway location is better for

his business. He has two reasons for this. He wants to stay away from

.

competition. He doesn't want to be very close to another pesticide’

service.

\

. Also, he wants his business to be noticed. He can get to'°many of

his customers more easily than he could from town. -

° v ’

[y

Size. Carl needed three kinds of space. He needed space to store

and care for his trucks and gpraying equipment.

L]
N .
*

[y

He needed space to store fertilizers and pesticides. These supplies

need to be handled carefullf\and stored'safely.- This is important
because they can be dangerous and also because they are a big expense
for Carl's business. Careless storage can cause damage to supplies and

cost momey.

*

Carl also needed office space to store business forms and to talk to
customers, All fertilizer and pesticide services need these three kinds

-

< of space. . I\ ) -

Aruitoxt provided by Eic:
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- strong and secure.

l :
. . .
» ' Equipment. The pldce on the highway already has some of the equip-

ment Carl needs. It has a gae'tank and bump fof fueling the trucks.

= cr s . .\
The shape it's in. When you look for a place for a business, you

can't always find one "all ready to go." But a good locat1on is worth

choosing. Remember to include the cost of changes in figuring out how

mﬁch money you ﬁeed.

‘ .

Carl's place didn't need
roofs did not leak. Be sure

lease or buy %rﬁlace.'

Most customers afsoulike

place. A coat of paint is a

’ [N

Heating,"

\ -
]

any repairs. His buildingazﬁere fairfy
plumbing, and wiring all worked well. The

to check all these things before you sign a

v "y N
to do business in a clean, well-kept

good 1idea.

.

What. it costs. The place on the highway cost a little more, than the

one in town. But it had the necessary storage and office build ngs.

And Carll thought he could afford it. He had done a lot of thidking and.

.

planning about money. In theé next section you will read about his“lanae_

Summar

Choosing a location is important.

area with enough customers.
much information as you can.
your shop.

1

location.

Now you know some things to think about in picking a *°
T 3

-

‘f\

i
~

F1rst, you have -to pick a good
To be sure you*do that, you have to gét as

Second, you have to F ck a good spot for

’ .

18

A.'.
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‘Learning Activities

a, )

.

1 L4
-

fndividual Activities

1. List two things Carl didn't de when he was picking an area for his

business.

A ]

. . * . . Ve . . .
2.,. Find out where fertilizer .and pesticide.services are in your area.:

Are.they all close iogeﬁher or far apart?

e f

3. List the three kinds of space. a fertili}er and pesticide service

needs. o . . M i
¢ ’ ° >
4. Figure out how much Carl,will pay to lease the place on the highway

for three years. NN

5. List the three reasons Carl picked the spot on the Highwé@.
3 ' “

. »‘ .

Discussion Questions

N -

»

1, TIs it always good to be far awayafrom yoﬁr competition? Could it be -

gooa to be close to your competitors? . '
“ -4

N . 3

Carl didn't talk to the county planning depar¥ment. What problems

could he have because he didﬁ'tg '
. . . .
- . i < -

3. How can yow figure out the price you can afford to ﬁay for a place?

x

B
Ld
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Group Activity

v
. [

Invite one or more fertilizer and pesticide sefvice owners to visit

-

P
your class. When you invite them, ask whefe thelr buslnesses ére

‘ ey,
located. Visit each location, along or with a classmate, before rhelr

visit. Write down what the area is like, the building’s cond1t1on, and

other th1ngs that describe the location. Or draw a picture of the.

spot. Report on the locations to the class before the owners visit.

o
-
. ) . ~
i \
«

When the owners v1s1t, ask them why they plcked the loéat1ons they

k3

did. Ask questions such as, ‘these. Y Lt - .
] ) e Are your customers nearby? If not, how far away are they7
o Is fuel a big part of your monthly expenses? s s
e How much space do you have in your bu11d1ng‘ How is‘ it 8ivided
up? , .
. L Is rent ; big part of. your monthly expenses? .
e How often dévcustomers v181t your office? ~Can yau tell what * -

P

they think of the locat10n7 '

e

[

-

oo

{
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.. b
Getting Money tof'Start ®
s
. ~ o oa
Goal: To help you plan how to get money to start a —
fertilizer and pesticide service. N . '
L ) . . -
Objective 1: Write a business-description for this
: busitess. ' '
Objective 2: Fill oyt a form showing how much
money you need to start this business,
P ~
’ - Yo
’ A
\ I,
» A i
v ) - .
T -
- « '
21 °
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! . ‘CARL APPLIES FOR A LOAN:

' - \

Carl has been thinking about how much money he needs to
start his business. He has listed these expenses.

Lease of building, six months ($2,000/mo.)  § 12,000
Office painting and remodeling 2,000
Two truck spray rigs ($10,000 each) 20,000
Tractor epray rig, , 35,000
Fertilizers and supplies ' ,000
Pesticides and supplies ' . y000
Office furniture 1,000
Office supplies ’ ¥ 500
Insurance 1,000
Advertising . 1,000
Salaries: Tyo employées: $1,000/month . . 12,000
, each, six months . i .
. Owner's income: _$1,000/month, 6,000
) six months o ) /
’ ~ .~ TOTAL $150, 500°

This was his "money on hand"™ for the business.

. . .

Savings . $15,000
Loan from parents ) 15,000
" . TOTAL . $30,000

Carl~can see that he needs a loan of $120,500 to start
his business. He plans to visit a bank in town to borrow
the money. To show the banker that he should get a loan,
he writes a description of the business. He tells what the
business will do and whom it-will serve» He also tells
about its special services. He tries to show why his idea
for a business is a good one. ‘ ’

N ™ s .
— * Carl also writes about himself. He explains his past
yraining and experience. He lists people and businesses
back home whom the banker can call. Théy can tell the
banker- that Carl was reliable and paid his bills. Carl
wants to show the banker that he is a ''good risk" who will.
repay the bank's money. . . // " -

.
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* .about the business. A business deqcrlptloﬁ'has five parts.
\.' -

‘. Getting-Money to Start

» B " .

. Starting a smgfi business takes money . There are many one-time
costs at first (start-up costs). Starting a fertilizer and pesticide
service takes more money than many other buginessés, because equipment
costs a lot. Usually you need a.loan from a bank or a government

agency. To get a loan, you need to give the bank ‘three klnds “of

« ’
~t t

1nformat10n in wrltlng. .

o personal 1nformat10n on yoursei\\~

. -

) a desCflptlon of your business; and
° a statement of your starting expenses, cash on hand, and loan

needed, called a !'statement of flggnc1a1 need." ., -

<

. A
Perso'r'xal.inAformati.on is often written in the f#r% a resume. A"
resume *shows your education and egpes}ence and giveg names of refer-
ences. This module won't give any more infordation about resumes.
Instead, it will deal with the description of your bUSiszs and the

statement of financial need. .-

'

Description of Your Business

L)

A business description ,should tell the banker everythlng important
a3

’

- . ~ }‘
b

e N ]

Kind of business and services provided. Cat] writes that his

business will choose the right fertilizers and pébﬁi;id@s and then app§§m~
them to crops.” He lists the equipmént he needs. . - - l

.

) e
-~

: . . .
Location. He describes the place he has' picked and why, he' thinks it

is a good location. - >

e
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.After they filled it out together it looked like this.

3

< - -

Competitiof,.  Carl writes about the other farm service businesses in
the area. There is a small pesticide service in town, but it
specializes in row crops+ A large farm service business also serves the

area.

\)
.

Customers. He writes about the needs of smaller farmers in the
area. ,He explains that these farmers often don't have their own
fertilizer and pest1c1de application equipment. Small farmers need to

have this work done for them on a timely basis.

Plans for.success. Finally, Carl dﬁscr1bes how he will help farmers.

His business will offer free advice on 1ntegrated pest management. This

will help farmers prevent crop damage and use fewer chemicals. Carl’

will also be able to make his prices competitive with those of the large

farm service business.

A business description 'should show the banker that you have a good
idea. 1t ehould contain facts that prove your business has a good
chance to succeed. It should'.also show that you are ehthu51ast1c about
your idea. If you feel your idea is.good but the banker doesn t, don't
give up. Check with other banks in the area. If you still get turned
down, the Small Business Administratitn makes some loans. ' So does the

Farmers Home Administration. Call the nearest office of this -agency.

.

Statement of Financial Need

- '
’

Carl asked the banker if she had any special fdyms for him to fill

out. The banker said "yes"faﬁd\gave him a statement of financial need.

, | 27 )
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Moneylon Hand

. Cash or ‘Hand

Gifts or Personal Loans

TOTAL

-

e e e e e e —
! . . STATEMENT OF FINANCIAL NEEQi
. Starting Expehses

Salaries $ 18,000

Building Expenses 12,000 .

Repairs and Renovations 2,000

Equipment and %urniture 56,000

Fertiliéers and Pesticides 60,000

Offife Supplies : 500

Advertising 1,006

Other . ¢ 1,000 ,
- TOTAL © $150,500

TOTAL STARTING' EXPENSES
TOTAL MONEY ON HAND

$ 15,000

15,000
$ 30,000

3150, 500

. 30,000
TOTAL LOAN MONEY NEEDED $120,500

L)

Ll

Starting expenses.

take him about six months to get going.

just enough to get by on.

office supplies he needed and their costs.

put the lease.

spray rigs and office furniture.

Money on hand.
to $15,000.

His parents are willing tovIénd him $15,000.

r

Carl first listed expenses.

He thought it would

He took a realistic salary, *

Carl knew what fer;ili%ers, pesticides, and

"Equipment and Furniture"

"Other"

is the insurance.

[y

Carl has been saving money for many years.

A4

Under "Building Expenses'. he

includes the truck and tractor

?

It comes

Carl knows the bank will want ‘him to put up more money.

A bank will want you to use your own mgney as well as its loan to

start your business.

Sometimes your family can lend you money.

'cirefully about how much money you need.

: may not get the loan.

» broke.

It may take years of saving to get enough.

It is important to think

If you ask for too much, you

[y

If you ask for too little, your business may go

| /




ERI

Aruitoxt provided by Eic:

-
" »

* »
You need monéy to start a business. You will probably have to >

borrow ffom a bank or government agency. Now you know the kinds. of

.

- . . . . .
information to give the lending.agency when' you ask for a.loan.
« -

£

@« -




Learning Activities

. Individual Activities -

N\ : o .

1. List three places that may lend money to‘start a small fertilizer
and pesticide service. ‘.' . )
. 2, 1In your.own words, write a description of Cagl's business. Try to
’ show why his idea is a good one. Don't forget to include all the
i : parts of a business description. .
3. What are the three main parts of a statement of financial need?
o
4. Suppose you wanted to start a fertilizer and pesticide service. You
; ° will have these start-up expenses. \ <
Lease for three months at $2,000 per manth $ 6,000
Build extra Qtorége space onto building s 10,000
Tractor spray rig ' . 35,000
Truck spray rig ) 15,000
- Fertilizer and pesticides , 58,000
Office supplies ‘ 500
Insurance ; 500 *
. Furniture ' ‘ 300
Newsp;per ads ) 200
) Employee's salary - 3 months at $1,006 pet month" 3,000 .
o Owner's salary - 3 months ‘at $1,000 per month 3,000

3
-

N

-

You have $10,000 in savings and a loan of $10,000 f;om family mem-

bers.

Fill out the statement of financial need on the next page.
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: STATEMENT OF FINANCIAL NEED °
\ X
@ ! o
. -, / Starting Expenses * Money on Hand
. Salaries ) }$ -~ |' cash on Hand .$
Building Expenses . . . GifEs or Personal Loans .
Repairs and Renovations - Investment by Others
Equipment and Furniture . i TOTAL ‘5'
Fertilizers and Pesticides . ’ ' «
Office Supplies ?
Advertising -1
Other . - (
TOTAL $ TOTAL STARTING EXPENSES $ -
) TOTAL MONEY ON HAND
i~ . TOTAL LOAN MONE¥ NEEDED $
\ -
. |
Discussion Questions A .

+ %~ 1. Suppose you are a'banker. A man comes to borrow money to start a

_fertilizer and pesticide service. He has talked to farmers and

other dealers and thinks\fhe business will do well. He has been a

s

pest control advisor and opefator for 30’years and has manéged a
farm service business. But he has only $5,000 and asks to bofrow

$90,000. What would you tell him? . .

’t‘ N :
2. .Again, suppose you are a banker. A woman comes to borrow money to ,
start a fertilizer and pesticide service. She studied agriculture .

’ 3 . in school but has never worked for a fertilizer and pesticide

"

service. SHhe has not talked to farmers, but she thinks having her

-~ +

* own business would be great. She has‘$82,000@and Wanés to borrow
. only $85000. What wéuld you tell her? Why? , .

&

B

IS . ’
’
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: could talk to an insurance agent to Rind the cost of insurance. Another

. N
could talk to’a fertilizer and pestici

©
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- - . UNIT 4
* ¥
. - .+ Being in Charge .
5 : ' | e
Goal: To help you learn how to plan work for the employees
of a fertilizer and pesticide service. .
A -
- ‘Objective 1: _ Decide how to divide the work of the
. business “among the workers.
° -
Objective 2:  Pick the best person to hire for a . ,
job in thls business. ~ .
"~ Objective 3. De€scribe one kind of tra1n1ng you '
. might .give your employees. . ‘ ,
¢ °
¢ N .
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CARL HIRES EMPLOYEES

-~

Carl. is planning to hire two employees. HE lists. the
work he wants done: ° ) -
e find out what fertilizers gnd pesticides are needed
for each :job; . %SA
J apply needed fertilizers andxpesticides; .
A e keep records of work to be done,; work flnlshed,
bills sent, and payments recelved, and
give farmers adv1ce and help on 1ntegrated pest
management.

Carl'doesn't have' the training to advise farmers. about
integrated pest management. So he decides to hire someose
who does. He will look for\f person who capn also choose
the right fertilizers and esticides for regular jobs. He
also decidef to hire a secretary to keep track of jobs and
payments.} At first Carl will do the spraying himself, as
well as oversee the business. As the business grows, he
$lans to. hire a spraying crew and,a regular supervisor, o

Carl writes down a description of the jobs he wants
filled. This helps him write "Help Wanted" ads. He puts
the ads in-the newspaper. Three people apply for the
advisor position. |Darcy has a college degree inm entomology.
She. has worked for a large farm service business for two
years. She has takKen extension courses in integrated pest
management. Allen has the same training. He has held four
jobs in three.years. William has worked for a farm service
business for seven years. He knows a lot about pest ° -
control but not 'much about fertiliZing. All of them have
pest control advisor licenses.

3
Carl talks to Darcy andfAllen. Then he calls the
people they listed as references. Darcy's boss says she is
a good worker who gets-things done on time. Two of Allen's
bosses say he was late a lot and often called in sick.
Carl decides to hire Darcy. She takes the job and comes to
work for him. » )

- ®
«




. Being in Charge )

-

v -
’ 4

> Most small\businesses hire employees at some time. To get good work
done, you have to decide exactly what your worker should do. Then you°

have to find a gqod worker. A good worker knows how to do the/30b and

%

is also reliable.

PR
~

- \ . .
Another importank part of good work is how well people get along

- together. Both ownerQ\and employees need to think about this,

Bividing the Work -

' . . N \ .
. b . ,
Carl decided to divide th¥ work so that each of the three workers

has a different kind of job. Awother wdy of dividing the work is to
have each worker do a little of eberything.

. , 4 )

Different kinds of tasks. This is what Carl did. Each worker will

be doing djfferent things.~ Darcy will Bé'adviéing farmers on fertil-

~

izers, pesficides, and integrated pest management.

B C e
Carl wiN1 be doing the spraying at first and also running the

“

. : . . eyq N C el
business. Runnipg the business will include organizing the work,
setting prices,' and ‘dvertising the business.

. Carl has also hired a secretary named Tina. Tina uses a wheelchair,
but her last boss says.Tina is the best secretary she ever had. Tina's

! job will be';rranging jobs, sending bills, and keeping track of payments.

" ¢
“ . -

'S 3 » .,

[ . >
Each of these workers needs special training for one kind of job.

-

Each worker can be very~goq!§at this one job but doesn't need to know

T much about the other jobs. This is important to Carl when he decigeé

Y

34
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what qualificatiofhs his employees need. For example, Darcy daesn't need

-«

’ . . 7 . .
a'pest control o erator's license ust an adVlSOI"S license.:
p s Ju !

’ ’ N ’ *

. L

xture of tasks. Carl migh£ have decided to hire two emplbyees who

,cbulﬁ do everything: adv1se, apply sprays, and keep track of jobs and

payments. If he had done thls, each worker gould need to know how "to do

many difﬁgrent tasks. Each worker would need poth 11censes, too.

-

s ~

The work could also be divided in a Ag;ture of these two ways. ' Carl
could hire a secretary to take care of records an&'payments:' Then. the
other two workers would do everything else. ‘The two workers would still

'

néed both licenses. - .

..

The kind of workers you hire depends on what kind of work you want -

them to do. You 'should be sure of this before youthife them. To be

‘sure, it helps te write down a job description for each worker. The

i ws ,
owner's jobs should have job descriptions just like the employee's jobs.

8

Hiring a worker. A job description should list all the king§ of

things .a worker does. Even the owner's jobs should have 4 description. =~ =~

t

\
That way, everybody knows who does what.

¢ /

- « - Iy

fter he wrote the job descriptions for the advisdr position, Carl
put an ad in the' newspaper. The ad said, ''Wanted: L{censed pest

control advisor. Should also have knowledge of fent1llzers and plant

. %
nutrlenZé. Should have experlence with 1ntegrated pest management._L .
Should have at }east one year of employment in the f1e1d.,‘Sa1ary‘ C e L
$1200/month. Call 555-2575." . -,

- -,
~— \ w

Using?the_newspapér is a good way to get workers. :But not everyone
who answers the ad will be é\good worker. . You should gsk each person
about his or her training and experience. Then you can talk to. the best
ones in person. Carl decideghWilligh didn't know enou%h about fertil-

izers. He talked only to Darcy and Allen. .
- v e
. . -

/ S




- When you talk to people about the job, you should learn as much. as

you can about their work. Carl asked what kinds of ferfilf;ers and

pesticides Darcy and Allen had worked with. He asked if Darcy and Allen -

‘would be willing to work overtime.
:

Carl liked both Darcy and Allen' But he knew he should find out
about their 'work from others, too. He got references from both Darcy
and Allen.: References are people who kpow your work. Usually

references include employers you have worked for.
b A}

Allen's employers thought his work had been good. But they said he

't have known this just by ¢

hadn't been very reliable. Carl wouldz
aken the time to call.

talking to Allen. He was glad he had

'
a

Carl went through five steps in choosing| Darcy to Work for him:

-

s writing '3 job description; R

e advertising the job to people who might want to take it}

) looﬁqgg;ht the training and experience of people who applied;

e. talking to applicants about their work and®about what the job
would be like; and

e checking references from employers.
- H :
» : .

; ¢ =

.

After you have hired your employee, you shouid help her or him learn
about the job. ;You may need to do some extra training if the person
hasn't done every‘kidd of job you do.' For example, your emp}oyeé might
not have used the type of sprayidg_equipment you use.

: >

Your employee needs to know how to do things.like record work\bours,
too. You should show yodf\émployee where things are and how you do
things. If the«eﬁployep,will deal with customers, you need to explain

how to do that as well.

2 -~

Finally, you and your employee should)talk abeut how to keep things

going well. Maybe you'll want to talk once a week for a while about how




3 : : ) ' ~ MWes 2o y
the job is going. Maybe you'll want to set up a "trial period” and then
. N talk. Both the owner and the'employee have to be satisfied for things

e

to workz out right. - / Co

i
+ Being.a boss takes some effort. Now you know some things to think
’ [4

abbut in dividing the work. You also kiow some steps to follow in

hiring an employee. .

o ~
" ‘
.
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.- - C +  Learning Activities
| % ) S
. Individual Activities ' .
' ., . ’ L ’
d 1. ‘Look throu&h newspapér want ads to see if you can find ads for
r fertilizer and pesticide worker{. What kind of workers do they ask |
4\\\ - for? What kinds of informatio;‘do the ads-include? (Job title, T,

description of work, experience feeded, salafy offered, phone -

”
<

number, anything else?)

2. Write a job description for Carl's job. List as many tﬁings as you

can that you think he might do. You can look ahegd in this module

. -

if you want to.

. . ) i ,

3.‘\Sbepose Catl h%ﬂted a worker who could do any kind of ' .
T
~

. fertilizing and pest control work. Write a newspaper ad to hire

someone for that job.

Y — s
» ' . T '
4, List the five steps in hiring a worker. Why is each step important? - }a

§

- 5. ball the nearest office ofithe Internal Revenue Service and ask for
e ) ¢ . . . .
the "Small Business Tax Kit." List all the different kinds.'of forms

a business owner must fill out for a hired employee.

-
6. List one kind of training your employee might need. :
. h-3
Discussion Questions V/{ ’ i ’
‘ . "Ny ) "'7‘,,
, 1. What are the two main ways work can be difiided? What is good about ¥

" each way? What is bad? \ N

Q




’ \_
f 2, Why is it important to write a job description for an employee's
. . . job? ‘For an owner's job? Could doing this prevent any'problems
" later? J - ,

- 3, Can you thigk of any other places you could put an ad to hire an
n employee? g ‘

Group Activity

- \

Suppose that Carl has been in business for almost two years. One

day Carl and Ed, a

ray crew member, are arguing. Ed says, "But I

e going to let me work as an advisor- after a while.'

Y

Carl says, "Your‘job description doesn't say anything except spray
equipment operator. That's what I told you from the beginning.”
. e J T T Woremcar -

Ed says, "But I really want to learn to do both. ,And I could be so
. ‘ L much more help to you if I could do all kinds of jbps."

*

Carl says, "We've already got too much work for the spray c¢rew. And

besides, your work in the crew hasn't been too gdod“lagely."

1
.

L]
= 5
|

# : . L .

Discuss the problems Carl and Ed are having. Is there just one kind

of problem, or are there more than one?  Can you  think of other exam&les
of the kind of problem(s)? What ‘ways are there to solve the }

problem(s)? How could the problem(s) have been prevented? -

v

(\ . @' ° . .,g N
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UNIT 5
~ -4
Organizing the Work_
’ . e

Goal.' To help you learn how to keep track of the work of
- fertlllzer and pest1c1de service.

. v

Objective 1: On a work order form, show how to
© write a job order for a customer. -~

Objective'é: Write a one-day work .schedule for

workers’ln thls business. :
' v B p—
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" integrated pest management program.

CARL GETS ORGANIZED

"Northwest Fertilizer and Pesticide Service" has opened -
and seems to be doing well. The farmers really like _having
advice on 1ntegrated pest mapagement. They also like - .
having Carl's good service and fair prices. oo

Sometimes it's hard to get all the jobs done. Several
farmers may want spraylng jobs done on the same day. But
the business doesn't have enough money yet to buy more
equ1pmeht.

Carl tries to get all the jobs done by carefully
schedullng the work. He tries to go to several farms in
one area at the same time.. Then he goes to another area.

One day Daréy tells Carl .that three farmers need
pesticide spraying rlght away . Two fields have tree crops
and need truck spraylng. The other field contains squash.,
The tractor spraying is needed for this field. -

a

©

The three farms are close together. Carl takes the

" truck spray rig out in the morning and sprays both tree

crops. The part-time pest control operator he has hired,
Tony, meets him at thé thipd farm after lunch. Tony has
brought the tractor spray rig. Carl helps him mix the

pesticide and supervises.the spraying.. They get all the
jobs dope by the end of the day. |

2
3

Later in the week Darcy visits each¥fatm. She'inspe5€§'

the crop and asks if everything seems okay. She asks if

the farmers need anything else. Each farmer says the crops
look okay. One farmer asks Darcy to help him plan an

)




s

'
*

Organizing the Work

* .

~

A fertilizer and pesticide service owner has to be sure that all

jobs get done. There are four steps: planning the work; organizing it;

doing it; and checking it.

jobs that farmers request.

To do these,*the owner mugt keep track of
First, the advisor must visit the farmer and

Then the owner must schedule the jobs. An

write down the work needed.
easy way to-do fhis is to fill out -a work order for each job By

looking at all the work orders, the owher can plan a work schedule.

£
S

- -~

Planning the Work

Each time a farmer calls in for help, Darcy visits the farm and

decides what fertilizer or pesticide is needed. She -writes it on this

work needed form. i

-

.
s -

WORK NEEDED )
For: ‘ . ate? '
Job oT L : ‘ ?P F—
v .
- . Advisor: . )
Kind of Crop: Acreage: '
Kind of Problem:
Fertilizer or Pesticide Needed: ' T ) : .
Amount_Needed Per Acre: . . ~
Cost Estimate: . ot
. L . . ) -t
[ > : L I

»

Darcy leaves a. copy for the farmer and takes a copy back to the -

offlcé.“ She asks the farmer to call Carl and set up a t1me for spraylng.
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Organizing the Wofk,,

"

-

Carl uses this work order form. o
T
J WORK ORDER Date:
FROM: '
. - : . - WORK ORDER NUMBER:
ORDER TAKEN BY: :
JOB. FOR: - START WORK ON: .
> . I . \ A : ) b s
a . ' TERMS, OF PAYMENT .
. T . - N
. « -
Person .. . .
Doing Work Description of Work Materials Labor
4
: (

8

’ * *

WORK STARTED; _ coe TOTAL -‘MATERIALS .
WORK FINISHED: . TOTAL LABOR
: By L, ) TAX ‘
S . TOTAL cOST- . ¥
s F ~ . ) - : 7 — '_<: _.

-

When "a farmer calls in, Carl gets out the work needed form that

Darcy filled out .

Carl fllls oyt parts of the work order by talking

w:Lth the farmer and ‘using information on -the work needed form.

He files
the form by the date the work w111 Start, ‘
B 8 hi
e . bid . N N
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Eacﬁ day Carl looks at the work orders for phe whole week ahead. He
. plans when to do the new jobs as well as finish the old ones. He tries
to sghédule jobs on the day the farmer’has asked ¥or. If he can't, he

- calls.Fhe farmer back to deéide on,anothef day. Hé also schedulées a

. X . : f
\ - * time for the job to start. ¥
T ' \
] o -

Doing the Work ' B N N

‘ ’ o \ | -

~

When he goes to do a job, Carl takes the work order form with him.

A

The form tells him where to go and what to do. He finishes filling out

the form at the job.

\
\
- e

Under "Materials," he writes the, cost of the spray. This is
measured by the quantity of insecticide or fungicide used. Under
"Labof;" he writes the cost for the time the job takes. The cost of

labor depends .on how many hours he works. He has to kéep careful

\

records of this. At the bottom of, the form, ﬂy "Work' Started," he

writes the date *and time he st?rts. When the work is finished, he

writes the date and time under "Work Finished."

o ner
i . .
% . {l- A 1. .
. .
N 7

) Whéﬁ the job is done, he can figure out the total c6;ts. He adds up
the cost of all spray materials to éet "Total Materials." .He adds up .,
the cost of all labo£ to get "Total Labor." He figures thé'tax on the
spray and puts it by "Tax." Tax is not charged on labor, only on
materials.* He adds up the total figures and tax to get "Total Cost."
h Hé leaves a.éopy of the work order with the farmer. He also takﬁs a

%

copy back to Tina so she can keep the farmer's account up to date.

'

1
3

! ! . . ~
. Work orders are. a big helpyto a fertilizer and peqticide.ééivice.
They help the owners keep track .of jobs that need to be done: ’Théy help

_the bwners plan a work schedule. And they help the owners keep track of

<

-how much farmers should pay them. ..

3> " ’ f
. L
\ ’ - -
. 6 ' ’
> . .
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Checking the Work

¢

. . »

* -~ -
Carl knows it°is very-.important that farmers like his work. If .

. farmers don't think the-job was .done well, they won't call him for other
jobs. They may also tell other farmé%s not to call. So Darcy checks on
every job after it's done. If theré are prablems, Carl goes Gack to the
farm to settle them. When Darcy checks on the work, she asks if there

is anything else the farmers need to have done. This is a good way to

get more jobs. -

v S ~

- .

It-is important for a fertilizer ahdqugticide service to organize

its work. You now know things that can help.

>
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. Learning Activities

' Individual Ac tiviti!es

1. One day the Flanagans-needed to have 10 acres of sguash spraye'd for
mildew. Carl fills off the form.

' ' B WORK ORDER . Date: - July 7
. FROM: NORTHWEST FERTILIZER AND PESTICIDE SERVICE™
X i 1600 CountpRd. WORK ORDER NUMBER: 00301
. Farmtom [ ORDER TAKEN BY: Carl '
- JOB FOR: F1ana&az\garm " START WORK ON: July 12
* Box 18, Rout:.E *
- i Farmt own TERMS OF PAYMENT: Credit
& g
Persgn . ‘ | '
. Doing ‘Work Description of Work -~ Materials Labor
Carl Squash - Mildew, 10 acres *
.‘ - \ N
- " . Benlate, 1/2 1b. per acre. -
- Phalton' 500, 2 lbs. per acre .- .
. - | 'WORK STARTED: ] TOTAL MATERTALS
- 'WORK FINISHED: | TOTAL LABOR.
' BY: TAX ,
TOTAD c(_)s;r\\ , R

: ( .
? * . .
.
.

W




) ' '

Carl goes out to th’e farm on the 12th. He starts work at 9:15 a.m.

He does tt;e job in two hours at $30 per hour. The charge for the
‘ .Benlate is $200 total., and for the Phalton 500 is $600 total. Tax
is 5% of the charge for materials onmly (not_1labor). Complete, the

\d s

work order for this job. .
. . 2. What are threeé reasons that work orders are a help to a’fertilizer

’
and pesticide service?

3. Here are the‘{iobé for one day.
e Tree crop pest spraying, L;aggett Farm, 20 miles east of shop,
four hours estimated. "
® Row cropL{er.tilizing, Wong Farm, 18 miles east of shop, one hour
estimated. i '
® Row crop fertilizing, Amos Farm, 26 miles west of shop, one hour
estimated. .

e Row, crop pest sprayix}g, Irving Farm, 15 miles east of 7st€10p, two

t;pur?iéstixﬂated. ‘ . ' ¢ _
‘ . ® Tree crop fertilizing, Winslow Farm, 28 miles west of shop, two
o . 4
’ ’ Rours estimated. . §

® Row crfop pest spraying; Winslow Farm, .28 miles west of shop, two

s hours estimated. . . ' .

RN

\ . B : ¢
Write out a schedule for each of two workers. Keep each worker's
.jobs as close together as you can. Use the points of a compass if

'
fad

e

you need help., A N

S , ' — . ¢
4, Why is it important for Darcy to call l.a@ to check on the work?

49 - -




Ll

Discussion Questions ‘ . .

-

1. McBee's fertilizer and pesticide service opened in an area of small
‘farms. When people called, Joe McBee wrote down appointments for
advising and spraying on little slips ofrpaper. He stuck:th;m in a

\‘_j/’:::%rawer and did the jobs when he could. He diqn't write down how

" long he worked at each—job until he got back to the shop ‘at night.
. Why do you think McBee's fertilizer and peéticide service went out

"of business?

2. Do you think it is always easy for Carl to make up work schedules

for himself and the other workers? Why not? What could make it .

. N | o

~

easier?

3. *When Darcy calls to check on work and asks if there are any other
" jobs, this is a form of "sélling." Why is this?

Group Activity

§
43

ty

. ' .6
Collect work order and work schedule forms from fertilizer and
pesticide services in your community. Also ask for any other types of
. > . . ®
forms the owner uses. These may include estimates, purchase orders for

materials and supplies, job files, additional work authorizétions, and

~
. .

others.~

v

.
[

~

As a class, talk about how, these forms would be used. ‘Decide if,
each one would be used before or after a work needed report, a work

.order, or a work schedule. List the order of use  of the forms,
t

1
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UNIT 6 )

» g / .
Setting Prices -

/

Goal: To help you decide how to’set prices for a .
fertilizer and pesticide service.

" . :
¢ N .
Objective 1: Pick the'best price for one of the..
services of this business. )
+ »
»
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? i
CARL DECIDES HOW MUCH TO CHARGE
- ' \ \

‘\

Carl is thlnklng about how much to charge hlsj%ustomers.
First, he lists his monthly expenses. Fertilizers cost

. ) $5,000, and" pesticides $7,500.

These are his monthly

"operating‘expenses." . .
Lease $2,000
Employ®es' salaries 2,000
Utilities (phone, electricity, water) 100
' Advertising 100
Insurance . 150,
Payments to accountant ’ 150
. Payment on lpan debt 1,500
, _ Repairs on éﬁﬂipment 250
y Spraying supplies 100
Office supplies ) 60
Gas and.oil - 600

&

-~ 37,010

o

J

" He also needs $1,000 a month to live on, for his salary.
He knows that customers pay &?&ectiy for fertilizers

and pesticides, charged as '"Materials." The rest of his

expenses have to be met by the cost of "Labor:" He needs

to figure out how much to charge per hour for labor.

" Carl

adds operating expenses and ‘his own salary.

_ $8,010.

’
’

.

Thi$ comes to

(4

Carl can work about 160 hours every month. Darc§ can.
- work the same number of hours, but the business doesn't
charge to help farmers on integrated pest management. He.
nks Darcy will spend about 40 hours a month on this. So
expect about 280 hours a month of labor to brlng in
. Egtablished farm service businesses in the area

4 charge $35 an hour for labor. Carl knows he must” be

\ cémpetitive in sett1ng his' price. The question is, how
\ miich should he charge? - . P
A _ : t
) '
n— 4
v ~ ~ 53 sk
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Setting Prices )

v

Prices for fertilizer and pesticide application can't be set

when setting prices:

°

wherever the owner would like. There lare two main(tﬁingé to think about

B
e mdterials; and ‘

® labor.

. L3
'

Materials

fertilizers and pesticides he uses on thei

Crops.
go right on the bill. -He doesn't need to

These charges will

igure these costs into his_
charge for "Labor." '"Labor" charges cover
-~

-4
11 the other expenses, those
the customer doesn't pay for directly.

: following:, - ~

operating expenses of the business;

profit needed or wanted;

competition.

)
Carl adds up the amounts he expects to spend each month on the first
two items:

.

54




¥ .
%7,010 . - - . * e
1,000 _ ‘
' $8,010 L

-
. -

He knows that this is "the lowest amount of' income he must get every 4

month. If he makes less than this, the bu31ness may fall after a while. N

BN

Then he thinks about the:last two 1tems (demand for services and

competition). These help him decide the hlghest price he can charge.
The right price for his’ services lies somewhere between the lowest ‘and o

‘e LY
AR

highest prices.& . ) L n

> ~
ML e

1f peopie-didn't need_gr want his services very much, then éemand -
would be low. If demdnd is low, high prices might make people stop". |
buying completely. But Carl is sure peoplé will want Lis services. He
did a lot of checking to find that out before he even started the

business.
. 4

- [

He can't chafge more than the established farm service business

rates, $35'en hour, or nobody will use his service. The established .

. ‘ . SN . .
businesses are his competition. < T . o

.

If he charges $28.60 an hour, he w111 meet his expenses exactly
($28.60‘; 280 = $8,008). If he charges $30 an hour, the business w111

make $8,400. This w111 pay expenses and 1eave him $392.extra every - .

©

month. That will let him meet any unexpected expenses. Carl decides to-
charge $30 an hour. ' ' Y

- . T~ .

.

bperating expenses of the business. Operating expenses are the

costs i business must pay just to kelp its doors *open, whether or not it

gets any customers. For Carl's business, opetating expenses’ include: ]
e employee salaries; ’ ; ' . "
® lease of the=gpilding and grounds; . ;o ‘
e insurance; T - . ' . . .

° adGBrtgking; . . ' B

e utilities; .

[RTS




)
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L] . N
-

e supplies; ‘ . ~ T
‘e - .payments for accountlng gervices; no

e payment on his loan debt; and o o < '

e repairs on equipient. <
1
>

. .
¢« 9 - ! -
s . N °

r

Darcy's and Tina's salaries and the cost of the lease are the big
P
parts of Carl's operating expenses. To lower the.lease cost, he would

“ have“to move , and he doesn't want to do that. He might be ‘able to get‘ :

* employees for lower salaries. But to get good workers,- he pays Darcy
and Tina fair salaries. a > ,' .

- A b

-
. .

Carl knows that his monchly income must‘bi{enough to pay these -

N
operating expenses.

IS . A

_Profit needed or wanted. (ff Carl can charge $7,010 a month for

“"Labor" to pay- the cost of operating expenses, why does he need more? He
needs proflt because hé has to pay himself too. Usually the owner of a
business gets pald out of the profit. If the profit is very small, the
owner won't have enough to live ong Carl hopes to make at least $1,000
a month in profit to pay hls own salary.

-~

But' Carl knows he needs even more than $8,010. He can pay his
qperating expenses and have a realistic salary for himself with $8,010. ~
But what if one of the spray rigs should break dobn, resulting in a need -

for replacement equipment? The extra $390 a month will help him be -

ready for expenses he ha&nft'pLanned on. N

“
13

.
e

-
. .

wAlso,_hebdoes ha&e some other expenses to pay out of profit. ~
Besidés‘hié salary, the profit is used to pay taxes.. ~COosts of expanding
. the business 'would also come out Qfaﬁrofits%(for.instance,‘if he bough}
a sétond tractor spggy'\ig).- i A ’

o

Demand for service. Carl thinké that farmers will like his service

and want to use it. That is, he-thinks demand will be high. But he

also has to consider tBe price~of the competi"bn: the other farm

-~ -

service businesses. < . . e

- X " . \l‘ N , -'\

° . N\

D
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.

Competition. éarl,knows that the established farm service
businesses offer many kinds of services. They can charge monevBecause
" they are well known ié the area. Carl knows that to compete, his rates
. must be competitive, especi:ally when the business is new. Sdgin the
beginning,vhe sets his price for labor ‘at $30, $5 lgss thanﬁhis'compe—
tttiﬁn ché;gé;. Later, Caql-can raise his hourdy-labor rate.” He m;y -
_ ‘even Be able to chargé'more than his competition, if he gives better

i " 14

service.

Setsing prices takes some thinking. You have to know what your
! \ o . ! - N - .
expenses are, how much profit you need, and what your competlg;on is

chrarging before you set prices.

O

ERIC

Aruitoxt provided by Eic:

LS




* . . -
- : Y
. , —
) v
! -
a
o “« ) ) 6 .
Learning Activities
° ] K ,

2 ‘ © " ' '-\\

¢ ’

. . ‘
¢ Individual Activities . v . .- .

1. Make two lists, one hedded 'Materials! and one headed "Lgbor." List

5

- " '%hq kinds of items Carl will charge directly to customers under

G

"Materials." List a}l,hie other kinds of‘expehses under "Labor."

]

Explain why chafges for "Labor" don't have to cover expenses for
. Y '\ o
- "Materials," . . o
? - . d «
N rS . ~ . .

. ; s

2. Check with a'fertilizer and pesticide sarvice to get a list of
charges.fbr labor. Also ask an established farm service business

. what its labor charges are. How do the two compare?

. i
AR
1 . ’ -
t N ‘. .

3. List the thrée things profit is spént on. -

,

| 4, List the two items that add up to the lowest pr1ce you can charge.

. *  List the two 1tems that help you dec1de the hlghest -price you can
charge. Where does the right price 11e? ﬁ ’

N C .

'& . . ’ % @

- \ "'

5. A new fertilizer and pest1c1de service can make enbugh money one °

.o month bug too 11tt1e the next. Hog would you feeltowq}ng a small .

‘ ) fertlllzer and pest1c1de s_}que’_ Would you rathen be the boss and

L fake the chance of havlng no salary? Or be the employee and be ‘sure

of havidg a steady salary?

~ - < “ N N [

.

Discussion Quegtions s -

~ , . - -

.
s - "

[

1, :If.established farm services are charginé<on1y $30 ar hour, what

. : should Carl do?. ‘Whgt if the established services are charging only
N 1

. $25 an hour? < .
- - '. 57
) ’ ‘ ’ 5.8 ' s PN
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_ 2. Do fertilizer and pesticide services always charge for labor by the
‘ . ' hour? How else could they charge? How could. that be better than

the "by~the-hour" way? How could it be worse?

’ ] .
" i - . Yoy

»

Group Activity g Le .

-
e > ~ . 4

H

'Divide thé class into two or more étoﬁps. Each group should write

- down thls list of things to think about when setting prices:

. Cost of mat r als ) -

+
‘r--

. Demand for services ' .

Competition , ...

Operating expenses . .

”

. Profit

Read the case study below abous "Ordway's Fertlllzer and Pest1c1de

v *. Service." Which of the five things do you th1nk w111 be most important

? to Joan Ordway, the owner, when she sets prices? Wh1ch¢W}}1 be least
s
‘ : important? When all groups have’ finished, report to each other what you
decide. Did all the groups decide the same? If not, talk about why you

o

"o

dec1ded what you d1d. . ot

r

0rdway's~Fertili§er and Pesticide Service

Joan Ordway is starting her fertilizer and pesticide service
:in a location where the farmers: are maiply row crop growers.
xShe has talked with.many farmers who want fertilizer and pesti-
cide services. . There are no established farm service businesses‘

) nearby. Joah wants top quality advisors and spray crews, so she

- hlans tg{;:§ hiéher salaries than other services. Her office 3

- . rent and eqqument insurancé are higher than she planned. Joan
plans to pay her staff and cher ‘expenses before she takes a

.

salary for herself. :

I‘A s 59 . ‘ N : -
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Goal:

“a

UNIT 3
- Advertising and Selling

<

To help you learn ways to advertise and sell the
\feerces of a fertilizer and pesticide service. .

Objective 1: Pick one way to advertlse )hls
bu31ness.

)

Objective 2: Design a printed ad for this business.

-

e “




’
o bt

.
. ~

""NORTHWEST FERTILIZER AND'PESTICIDE SERVICE'" ADVERTISES

I3

‘ . N
’
®

‘When Carl opened he had to decide how to let people
know about his business. ’ -

$ <

When he applied forthe bank Loan, he asked for money
to paint 31gns on the building and his truck. He also,
asked for money to mail announcements to farmers. He
thinks these are both good ways to'let the farmers know
about his service. .Now he must plan what the announcements
will ‘say.

<

Carl decided on thé.follow{ng ad for the announcement:

‘

N £
. J " GRAND OPENING!!

’ e
- §

~

Fertilizer and Pesticide Spraying
. : ( '
Tree Crops and Row Crops -

-Analysis of Fertilizer and
Pesticide Needs

Modern Equipﬁent L

Free Adv1ce pn Integrated
Pest Management

v &

: s . %
Northwest Ferfilizer and Pesticide Service
® 1600° Col®nty Road, :

ERE - Farmtown . o
* &b 555-8360 .
. /-
. :‘ -
N . L
. ’ M ,\
' | 63
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. Advertising and 1inig

- »

7

Advertising and selling are the major ways that businesses get
customers. Selling is done person to person. Advertising includes all

the nonpersonaL ways of letting customers know about your business.

-

These can include: -

e signs on ;ge business and its trucks;

>

hewspaper ads; . .

,®

-

magazine ads}

.

Yellow Pages ads;

direct mailings;

radie announcements; .

billﬁoards; ‘ TN

. ‘- .
fliers posted around. town (such as those on bulletin boards);

business cards; and ;

M ’

®-

special items like matchbooks and pens. ) .
N L i ‘\ . 1 ¢
~Service businesses-like fertilizer and pesticide services don't do

too much selling. Customers usually call or cdme in only when they are

’ : . o . .
already .sure of what they want. But service businesses can do all the
¢ .

different.kinds of advertising.
' @ C _

Any 'small business should be’ llsted in the Yellow Pages. ' I1ts name,
address, and phone number should be inclade with other bu31nesses of the
game klnd. ‘But not a11 bus1nesses have ads in the Yellow Pages. Ads
cost extra money. Bus1ness owners have to decide 1f the Yellow Pages

are the best place for their ads. . '
B4

. L.
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Advertisging

When you plan an advertising campaign, it's important to think about
several things.

e Who are the people you want to reagh?

- e What do you want them to know? o

<®  When should they know it? ~ <~ "

e How can you best reach them? '

e Why are you trying to reach them Sare you heving'a sale, opening

a new business, ‘offering new services, etc.)?
£ v .

® How much will it cost?

\ ©

Carl thought:-about several kinds of advertising. He decided that
there shouid be a sign on the building and on his truck, of course. - (/
After all, once he has paid for the signs, this kind of advertising 1s

free from then on. And people can find the bu51ness more ea51ly if a
. . . . v rd * -
si1gn 1s onr 1it. .
A ’ - .
ot * > . o

) I3 I3 . ! .
He also decided to mail an announcement of the business openimg to

all the farmers in the.area. In deciding this, ﬁe thought about .all the

. N L4 - *
points above.d . Co -

. - Y
. . N
N ~

Who was very iﬁ}ortant. Carl knew that hlS ¢ustomers would be
farmers. By talking to ‘farmers and others, he was able to find out the

-names, of all the farmers in the area. He sent an announcement to every ¥

o

farmer on the list.

. .
- >

e - -

. What he wanted farmers to know was what his business is, what
services”zt offers, gnd how to find it. He listed his services in the
,ad. (He a{s& used pictures of heal&hy trees and row crops. Pictures get ' . -

the Jﬁiiage across quickly;aﬁd make the ad more interesting. - ‘

When he wanted farmers to 'know about the‘business was the day it

opened. So he had to plan backwards to be syre that it worked out. He
allowed two‘“ﬁ%ks for.designing, printing, and mailing the ad before the

-« | :
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-

business opened. It's important to leave plenty of time so your °
advertising is put out when you want it to be.

Carl had several choices of how to reach the farmers. He could hYe
put an ad in the newspaper or a farm journal. But a lot of the people

who would see ‘the ad in those places might not be 90331b1e customers.

And some p0531b1e customers mlght not see the ad, or mlght not notlce it..

-

He decided to mail an announcement to each farmer. A mailed

announcement fit his p;;kose very well., It isn't "easy to miss," like a

newspaper ad, and it goes to exactly the people you want it to.

ta

Sometimes you know the kind of person you want to mail.ianouncements

-to, but you don't know all their names and addresses. In this case you

have to search for names. The phone book, the county tax records, or a

C o

. [P . y
comnercial mailing service may be of help.

1

Why was easy. Carl wanted-possible customers to know that a new

fertilizer and pesticide service was opening. So he added "GRAND

’

OPENING!!" to the ad. _ ;

' -~

How much he had figured out. He wanted to send notices to about 100
farmers. The printing cost was $}5 for 100 copies. “The postage was,
$15.00, so §h7K;otal cost was $3d.00. ‘ . y

“If two ways of advertising are just as good, then chooge the one

that costs less. If an ad is cheap, but it doesn't reach the right,

_ people in the right way, then it's a waste of money. .-

o ~

~ ‘ Y

Designing an Ad ; T .

N

A good ad is simple, truthful, and attractlve, and it tells the

nmportant:thlngs about your service. There are several things to work"

~

‘oniin planning an ad. .

\

\ .
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A » .. »
Headlite. ‘The headline should attract attentiom to your ad. It
= L i - 2

should be short and give some important information aboyt) your busi-

ness. Carl used "GRAND OPENING!'"at the top of his ad to attract

at tentlon. . . .

as

K Illustratlon. "Pictures make your ad more interesting. They can
" also get your message across quickly and simply. The tree and row, A crop
pictures in Carl’s ad quickly tell people what the buginess works on.

Copy. Copy is what you write under the headline. It tells people

v . » B ‘ A
‘.the details of your business and any special services you offer. Carl

-

11sts his special services: analysis of fertilizer and pest1c1de needs,

and free advice on integrated pest management.

Le® * -

Layout. The way the ‘ad is laid out should be pleasing. It x

¢

shouldn't 1ook "busy or crowded with too many words. Carl left plenty

of "white space'" in his ad. That way, reéaders can qu1ck1y see what's

*

important., .

-

\ v ’ “ . .
v

3

Identificatifon, The identification of the business is very

!

number of your businessk Carl wants people té krow how to.find the

important. The,'ad should give at least the name,’ address, and. phone

business easily and quickly. v

Tt
3 i
v

[

Remember (that sometimes people think that a ferfilizer and pesticide

service will $pray for‘peets in buildings. Your ad should clearly say

that you work on farm products.

At the beginning of this unit, we said that most service businesses

don't do’too.mech selling.q Byt they do some. ‘In the unit "Organizing

* the Work," Darcy made calls the farmers after the jobs were done.

" She asked them if everythlng spemed okay and if they had any other JObS

\

.

that needed to be done. This/is a kind of selling.
. o . - \
‘ . 67
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In fact, everything Carl,'Darcy, Tina, and other workers do to make

fgrmers call them again is a form of selling. Wheﬂ'they get JObS done
on time, their customers are pleased. When they are friendly and fair,
cus tomers likg,to call on them'again. When they kee? accurate records
of work and payments, customers know the business is run well,

. = ‘ ' ¢
- All these are ways that service businesses sell their services.
And, if people in service busiﬁesses/aren't reliabliiifriendly, and
organized, Customers won't wipt to come back. That's a form of bad

selling for the business. 5 N

“

.
.

Promotion

Bus1nesses do other things to make themselves: known and liked. A
bus1ness may exh1b1t at a 4-H show, help out the FFA, or glve to good.
causes. It may give discounts or glfts to special customers. This is

called promotion. ' .

*

Summary

-

You can have the best fertilizer and pesticide service in the

world. But if people don t know it, U\Sr business may 5‘11.

Advertising and selling are the ways you let people know what you do.

Now you know how fertilizer and pesﬁicide bu'sinesses ‘can advertise and.

sell their services. - -

i .

* -
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Learning Activities

A ‘ . .

- \ does the work, the money\is refunded. . Carter's wants to

o ,
o v " .
Individual Activities ‘ . \
1. Carl thinks he should run ‘a regular ad after the bu31ness gets

started. He doesn t know whether a newspaper ad or a Yellow Pages
ad would be best. )7
/

Q

He gets these figures from,the phone company and the newspaper.

N ’

Yellow Pages Ad
Read&rs: - 45,000 people

Newspaper Ad
40,000 people

Costs: $200/month, large ad - $200/¥%nth,,1&rge ad (once a week)

$75/month, medium ad $100/month, me&iumiéa

- $30/month3 small ad $50/month, small ad
\ L .. e

Go through the six steps of planning an ad campaign. Which place

would you.put your ad? What size ad would you choose? Why?
; . ) . g o

¢
7

Ca11 your local newspaper and phone compdny. :Ask for information on

readers and costs for your area. Also call a local radio station

and ask for audience size and for its advertising costs.

‘Design a prigted ad for the following fiertilizer and pesticide‘

v

-service. \ . . ) . oL e
[N ' .

2

\\ .
Carter's fertiliz%f and PesficideIServiég\haé a' shop
in toén. It has‘threé advisorp and two‘sppaying,crews.
* It also has a helicopter Spfaying service. The advisors
charge~;.sma11'am0un§ for helping.farmers decide ‘what

) fertilizers and pesticides they need. But if Carter's

\ put a medium-sized ad in the Yellow Pages. o
|
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In plarining your ad,, think about the headline, illustration, \copy,

layout, and identification, ' \

4, Ask a small business owner how he-or she sellg and promotes the

business., &g&e a list of.the ways.

you like. Lrstén for a radlo ad you like. Write down why you liked

the ads. : -

e

Discussion Questions

. &

N

1. How do small businesses sell and promoae their products or services? °

Talk about all’ the different ways students found-in activity & above.

+
- »

_2. What makes a good printed ad? Brlng 1n and compare all the\fds

students lxked in activity 5 above. What makes a bad ‘ad? Why can

some ads make customers not wa&t«(o use a business? Think about

N P /
radio ads 'as well as printed ads. e s

. v
a . - »

3. Think about the last time someone workiﬁg in a store gave you-good

N 'J.a
What did. he or she do?

-

service. Now think about g worker whe gave
+ you bad service. What did this person do dlfferently from the first
- R at ~ a » .,
one? ’ - ‘
- : % - .
* " - ) £ .
Group Activity .<° | : ) -
N . a . P N ¢

.-, ) -

Ask a person who designs ads (a graph1C'art18t) to speak to the '
lass. Ask the person to talk*about how ads are de81gned and prlnted.

Be sure he or she talks about the costs of de81gn1ng aqd pr1nt1ng too.

S
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- Keeping Financial Records

.
|

’

.

- ~ ﬁ,\.vt‘ . . - -
To help you learn how to keep financial records for
a fertilizer' and pesticide service.
£ ’ - ~
Objective 1: ,'Fill out a customer account form for .
a customér.
N k2
- ™~ < -~
Objective 2: ‘Fill out a daily cash sheet for money .
. + . . -
received and paid ouqaan one day. . . N
)P‘- » . .
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CARL KEEPS TRACK OF FINANCES -

by

3

., One day Carl goes out to the Johnsén farm. The
Johnsons are good customers and like to use Carl's
seryices. They usually use credit instead of paying cash
for fertilizers and pesticide spraying.

Today the Johnson's apple orchard needs to be
fertilized. This job takes Carl about four hours. The
labor costs are $120; materials cost’ $900. Carl uses a
work order form to add up these costs. He leaves a copy
with the Johnsbns and takes a copy back to the office.

Carl has a customer billingaform for each credit
customer. Tina puts the information. from the work order on
the Johnson's form. This lets her keep track of what the
Johnsons have' charg®d and how much they. have paid.

On the séme day, Darcy visits the Arness farm to
analyze .the farm's fertilizer and pesticide needs.

Mr. Arness pays her for her two-hour v131t in cash. Darcy
gives him a sales slip and ‘brings the’ $60 back for Tina to
‘record. .

In the mail are some payments from customers on their |
.accounts. The.Orrs sent in a check for $100  Alice )
Stanton paid $50 on her account . )

[}

Tina has to- pay some of the business' bills, too. She

" sends a check" for $800 to Radburn Chemicals for pest1c1des.

She also pays $30 to the phone company for Northwest ]
‘erllow Pages -ad. &

At the end of the day, Tina puts all the records in
order. Then she takes all the money received that day to .
dep031t it in the business bank account, .

)
o -

© ¢

/




, ' Keeping Financial Records
N

One of the most important things a small business owner must do is
keep good financial reconds? You have to know how much money you
rece{ve,and pay out. You have to repbrt income and expensés to the
govermment to pay taxes. Good records also help you decide if you

. ) should expand your.bysiness or cut it back.-

Types of Sales

i

- SN—
Cash sales. Cash sales are paid in full by cash or check at the

time services are pravided. When Mr: Arness paid for Darcy's help, he

gave her $60 in -cash. Darcy gave him this sales slip for a receipt.

a N 4§

SALES SLIP '

DATE..  7/22
. _ CUSTOMER Mr. Arness .

Description of Sale - Price

Analysis of fertilizer and -

pesticide needs, 2 hrs, $30/hr $60.00
, Cash _X | Subtotal  $60.00
© Charge Sales Tax -

-~ s

TOTAL  $60.00°

Q. e »

ERICT < S -0 -
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that in most states there is no sales tax on services, If nr Arness
had bought fertlllzerqihe would have paid sales, tax.)
Credit°sales. Customer billing fonms help Tlna keep track of how

much each credlt customer owes and has paid.

+ . The Johnsons have had two jobs charged Before this one. Onel was for
fertilizing their lettuce field and the -other for peet spraying in the
apple orchard. They have.made fegular payments. Their bflling orm
lotks like this. . ‘

CUSTOMER BILLING FORM ' >
. . -
Customer: Johnson -
_ Amount Payment Balance
Date Description of Sale Charged Receilved "Due
April 30 | Fertilize lettuce field $240 $24
May 15 Payment $150 $ 90
May 27 Spray apple orchard $500 : ' $590
. June 15 |Payment - " $300 $290
July 15 | Payment 7 _ ’ $290 f —

At the end of ea¢h month, Tina looks at the "Balance Due" on each

account. Then she mails a bill to each customer showing how much the

‘ -

customer still owee.
Some small businesses also accept major charge cards like VISA and

’7 MasterCard. .Many customers like to use these charge cards. The owner
. doesn't have to keep customer account }orms on customers who pay thls‘

way. The credit card companies pay the business owner the amount the
customer owes and then bill the customer. This can save the owner some

problems, like customers who pay slowly or not at all. But the business

must pay a fee to the credit card service.

s . ! 75<
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Daily Cash Sheet - .’ T,

1)

* At the end of .each day, Tina fills out a da11y cash sheet. It helps

her keep track of the money that comes in (called revenues or ingome)

and the money that goes out (expenses). The form looks like this. .

4

DAILY CASH,SHEET

—_—

Cash Receipts ‘ . Cash Payﬁents
Cash Sales . $ 60 Salaries .
Credit Sales ‘, 150 Building Expenses -
' Equipment and Furniture
. . . Pesticides : $800
o . ‘ Advertising - > 30
. ) Other” . : -
- TOTAL CASH RECEIPTS  §$310 - TOTAL CASH PAYMENTS $830 .

Tina ertes in tWO klnds of cash receipts. One is cash or checks
from the cash register. Today s total is $60 from Mr. Arress. The
other is money paid on credit accounts. Today's total is $100 from tﬁe‘
Orrs and $56 from Alice Stanton, or a total of $150. Tlna records this
separately fromscash register receipts. This will help her ;f she eyer'

needs. to go back and check what happened that day.

— Al
FRAY

Tina alsq records the money she peid out ghat_dafz She lists the
$800 paid to Radburn Chemicals under "Pesticides." The $30 check to the
phone company.is listed under "Advertising." Tina also records. these
checis and what they are for in her checkbook. Finally, Tina figures
the totals. "Total Cash Receipts" are $210. - "Total Cash Payments" are
- $830. '

J - “
v . -
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" Summary ’ ’ ' N '

w7 '

Financial records help you keep track of your business income and
expénses. Now you know about three of the finaacial record forms you
can use to do this. There are the sales slip, the customer billing
form, and the daily cash speet. These records are periodically sum~
marized and organized into\a form that shows how the business is doing,
such as a balance sheet an% aﬁprofit/loss statement. You will learn
about pro%it/loss statements in the next wnit. - If 'you do go into
business for yourself, get the advice of a bookkeeper or accountant
about how to complete a balance sheet. -

- ‘_ V‘T

. & .- ",‘
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Learning Activities

e »

>

Individual Activities'

-1, List three reasons for keeping good financial records.

2. Fill in a customer billing form for the Websterg. They charged $350

on April 27 for fertilizing a pear orchard.
and $100 on June 25.

They paid $200 on May 25
On June 2 they charged $475 for a pesticide

spraying job on the orchard. On July 25 they paid $300. On August

25 they paid the rest of their bill.

Ny
" : ‘CUSTOMER BILLING FORM
Customer: ' 3
. - s A
. . Amount i Payment Balance
Date Description of Sale Charged Received Due

>




8

3. Fill in Tina's daily cash sheet for-November 25. She received $100
6n account from the Websters, and $80° on account from Andy Johnson.
Cash sales were $120.§ Tina paid’Darcy $300 for her week's pay. She
paid $50 for business insurance and $150)for fertilizer (insurance

\
goes under "Other"). .- } )

DAILY CASH SHEET
<

~ ! . o« o
Tt Cash' Rece;pts . Cash Payments
<] <Cash Séies ' 8 Salaries . $
”T%redlt Sales ) ' ’ Building Expenses )
v Equipment and Furniture,
- L . Fertilizer .
= ’ Adverfising -
. . _ . Other .
- WOTAL CASH kECEIPTS $ : TOTAL CASH PAYMENTS $
- ¥

e
el

Discussion Questions

Y . -

A
1. Sometimes the '"Cash Payments" for one day are larger than the '"Cash

Receipts." Does this mean the business is in trouble? ) ‘
2. What can owners do about customers who pay slowly or not at all? .

3. Could you complete records once a week instead of daily?

~

* ’

Group Activity
Ask an accountant to speak to the class about uses of financial

records and problems small” businesses have in keeping financial

records. Oéﬁer topics could include the schedule of tax payments and
other reports to the government, the procedures and penalties of the

IRS, and the use of records in f1nanc1a1 planning.

LS

e "
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Goal:

e

UNIT 9

Keeping Your Business Successful

v

o

1

To help you learn how to keep a fertilizer and
pesticide service successful.

i

Objective 1: Figure out the net’profit, profit

ratio, and expense ratio for this business.
4 .

Objective 2: . State one way this business could

increase its profits.
"

ﬁ . . / < . ~

Objective 3: State one’way this business could
change its services to iherease sales.

3

81
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- CARL CHECKS HIS COMPANY'S HEALTH

, -

.
. L

Northwei: Fartilizer and Pesticide Service has been in
business for~almost three years now. Carl has hired two
spray crew supervisors. The buginess has plénty of work
during growing season. In the winter everyone keeps pretty
busy with dormant spraying and advice on fertilizer and
pesticide needs. '

Even so, Carl wonders if the business could make more
money. A couple of times he's had trouble paying his
bills.- Last month he took only $800 in salary because he
had to buy new Eﬁuipment. .

o .
Carl dec1des to talk to his accountant, E351e Jones.
She has kept all his records”of business incomé and N

‘expenses. On the phone he tells her he wants to talk about

how the busipess 'is‘doing.

* When he arrives at her office, Essie tells him, "I have

figured some totals for you. In your first year, your
profit ratio was 8%. Although ybu made more dollars of
profit in your second year, your expenses increased even

faster. I think you should try tog get your profits higher."

. Carl wonders what he shosld do. He has already raised
his charges for labor once, :to' $35 an hour. He could raise
them ‘again. Or he could try to find a way to get more work
for the business,in the sinter. =

Perhaps. he could try to spend less money on expenses.
Maybe he could cut back on hig employees' hours of work in
the winter. That would save jsome expenses in salaries.
But that could make his emplgdyees unhappy. . .

Carl decides to have a eeting of éveryone in the
business. Maybe if all the wo put their heads
together,:they can find the best answer.

PR

%
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Keeping Your Bisiness Successful ’////,

B

- L4

If a small business ,is successful for more than two years, .it has a
good chance,ofxmgklgg it. Half of all small businesses go out of

business before they've lasted two years. Carl's business had made it

- for almost three years, so he felt.pretty good. .

\

4

Butwa fertilizer ang pesticide service owner can never sit back and
say, "I've made it." :Things are changing all the time; or.as business
peoﬁle say, "The\market changes." New kinds of spraying materials and
equi pment may come out, and workers must know-how t; use them. Farmers
have bad years and may put off services thag aren't too important.

A4 * . .
Competition may change as other fertilizer and pesticide services open
. . .

_or close. ‘ - *

e

B ’
-

@ Ownerpy have to keep careful ‘track of changes like thesé. They also
have to-gggw'exactly how their business is doin% so Ehey can make

changes to keep up to date. X
5.

Profit and Loss Statement .

———— .

A profit and loss statement shows income and expenses over a period

of time, usuélly a year. Remember’ the daily cash sheets in the last

/pnit? For a service business, a profit and loss statement is just all
'

the -daily cash sheets added together for the whole year.
V r

Often a proflt and loss statement shows figures for the last two

years ‘80 that changes can be seen. A two—year<§;of1t and loss statement

for Carl's business looks 11ke this. . >

84™® 78 | -
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. TWO-YEAR PROFIT/LOSS STATEMENT  \.
b -\ Year 1 a Year 2 o~ ‘
° $ A I B SN
‘ReVenues ’ . : v )
cCash Sales $105, 000 $150, 000
) Credit Sales 165,000 220,060 .
TOTAL $270,000 100% $370,000 100?;f’"
| TCost of Goods Sold 160,000 .~ 59% /,//’222,000 60%
Gross Profit $110, 000 $148,000
Expenses
_ Salaries 24, 000 47,000 '
Building Expenses 26,000 . ' 29,000
Ofﬁi:e and Other . 7,000 3,000 .
Supplies . oo
Advertising ~ . 1,200 ‘ 2,500 o
Gas and 0il Y 7,200 9,200
Equipment-RBepairs 3,000 - ‘5,000 .
Other - 25,100 ~ 30,100
TOTAL | § 88,500 331 | $125,800 341
_ Net Profit $ 21,500 . 8% | $ 22,200 _:62
———— |

\ ‘
Essie has filled in the dollar figures for Year 1 and Year 2 on thls
statement. At the top for each year is the total of "Revenues" or |
income. Next comes '"Cost of Goods Sold." This refers to the fertil-
izers and pest1c1des used on the customers' crops. '"Gross Prof?t"

equals revenues minus cost of goods sold. Below that is. the total of

."Operating Expenses" for the year., "Salaries" includes the money paid

“each year to all workers except Carl. Carl's salary doesn t go under

h

"Salaries." Remember tbat the owner's salary comes out of proflt after

expenses are pald.//ROther includes insurance, accountant fees, interest

el

. on loan, and depreciation equipment. Depreciation refers to the
“amount that ejuipment red in value each year due to wear and tear.
: \ o
) .
A h 85 - _
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Net profit is the difference between gro;s profit and total expenses
‘in a year. Net profit is used to pay \bg owner's salary, taxes, and
fmprovements on the business. For bxaﬁgle, Carl boiight a second tractor
spray rig in Year 2.% He used part of t\e net profits to make the down
payment. . ‘ \
o ‘\‘ ¢

" You can see that the business made more dollars of net prof1t in

- Year 2 than in Year 1. But the dollars alone don't te11 the whole story.
~ ‘ ) ' | k4

.« ~ « Profit Ratio and Expense Ratio | ’

1 4

Tﬁ;/feason the dollars of profit don't tell us enough is that

-

changes in expenses are important, too. An easy way to \see the whole
picture is to figure the profit ratio and the expense ratio for each

ear.

<

. \
The profit ratio for any year is the net! proflt d1v1ded by the
revenues. For Year 1 it's $21,500 divided by $270 000 or .08 (8/)

This shows what percentage of income the business got to keep after

paying expenses. ) R s
TR :
The expense ratio is the expenses divided #y,the revenues. For 4
‘ Year 1, it's .$88,500 divided by $270,000 or .33 (33%). SN

o~

-

Now it's clear that even though dollars of profit went up in Year 2}

Vd

the profit ratio or percentage Of profit went down. The expense ratio,

or percehtage of expensgs, went up. In 'a health small business, the

profit ratio should g0 up or stmy the same, but not go down.

e reduce expenses; or

L — — @ 1increase revenues.
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‘.3Reducing expenses ¢an be done in several ways . Carlfcould look for
supplie¥s who have lower 'prices. * The business could cut back employee

hpurs or lay off workers. It could sell the new spray rig. It could

‘buy cheaper ads or stop advertising completely. Or it could even move

to a cheapex building. Sometimes it costs more.to do that than it saves!

F}

-

The profit and loss statement can help you see_ where your expenses

increased. If you look at the Year 1 and Year 2 erfnses above, you can

see that expenses ‘for sa1ar1es and building expenses went up a lot.

M ~,

'~
.«

. . . ; N
In trying to cut expenses, business. owners ve t&*be careful.
p ’

Sometimes cutting services can lose customers /for the bus1ness. Hiring
new crew supervisors and buying a new spray rig helped Carl s bus1ness
grow. He could get more jobs done sooner, and the fafmersiwere ﬁleased.
Increasing the profits can also be done in several waysg The
business tould raise its_prices again. ~It could begin'to offer. new

services. It could try .to reach'more’ .customers by serv1ng a blgger

area. .- It could even start charging customers who use credlt.

1
S

¥ ~

Again, business owners have to be careful. If Carl wants to raise

prices, he has to think again about everything in Unit 6 of this module.

If he starts cherging for credit, customers may start going to other

services that don't. ' : 3

[N
a

Carl and 411 thewother workers have' acmeeting to talk about what;ean
be done. Dardy and the new supervisors don't want to be cut back or
laid off. But Tina says she has some savings" She would like to work

-

part-time so she can go to school, too. o

TEe meeting was a good onme. All the workers are satisfied. Carl is

pleaséd that the business can saye money. Next year will be a better

year for the business.’

L 4
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, Sumtrary et . :
.

. Keeping a small business successful isn't easy.’ The owner has to

know how the market for his or her 'services is changing, The owner.has

o know how the business is doing. Finally, the owner has to plan the

R N
o

v

best way to change the business's services to keep the business healthy.
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; _— Learning Activities

; ' o
Individual Activities ’ -

Y

business for each-year. ° .

i

1. Figure out-the net -profit, profit ratio; and éxpense ratio for this

TWO-YEAR PROFIT/LOSS STATEME;NT
. : Year 1 o Year 2 s
» ) $ . % $ %
* Revenues . . ) ‘q
Cash Sales $ 80,000 $100,000
Credit Sales 120,000 * ° 140,000
TOTAL \ " $200,000  100% $240,000  100%

Cost of Goods'Sold ° *N 64,000 - . 67,000 . |

Gross- Profit’ $136,000 $173,000

Expenses . . K .

: ¢ salaries 40,000 60,000,

* Building Expenses 40,000 : - 40,000 |,
_Supplies "2,000 , 3,000
Ac}vertisling‘ b 10,000 . 10,060 i

" other ——— . | . 20,000 ©24,000

. - romaL .. $112,000 % . $137,000 - %.
, Net*Profit . - | $ R % $ ’ pA
2. 'Which vas'a better yf.ar f\o;‘the busigess? - . . .
-, 3. List:éhr'ee{ways to\i.ncreas\e revenues. List 'f:h;'ee'ways'to reduce , -~
;‘e}:’pehs;es. . W“h_igh of th;ése “ways: would incpeage net l;rofits?‘
: S d " I . . 48
IR v .89 T o
. N ‘" . . . : :
.:/ Azl - " ) 83 - ., ’ .
LN L . - e




Discussion Questions

.

1. Carl did not make a lot of money from his business in some months.

What gtﬁer reasons could he have had to want to keep it open?

1.

Suppose that for Carl's business, Year 2 was a better yéar than

Year 1. What do you think he might have ijﬁe? .

.
]
~ )

e ek e e e e -

Supﬁose that even though Carl cut expenses, his profit ratio got

worse, and worse. What should he do next? o

~

0

Are there .any dangers in buying materials. at the cheapest places?

‘What are they?

Group Activity

Ve
/

Using everything you've learned, plan a small fertilizer and

pesticide service. The class can work in six teaﬁs, each ;n one topic:

- Planning the ﬁusingss (Unit 1) )
Lhoosing a Locatién:(Unit 2)
Getting Money to Start (Unit. 3)
Being in Charge (Unit 4) .
Setting Prices (Unit 6)
Advertising and Selling (Unit 7)

-4

The cléss will also héve to work together as a whole, since eacﬁ/}ég;

needs to know something about what the others are doing.

&




SUMMARY

This module has been about owning a small fertilizer

¢

o eeie. - _.and pesticide -sérvice:— People with training im — - - -
.,agriculturai supplies and services and the proper licenses .

can start small Tertilizer. and pesticide services. They (\s
L ’ i can apply fertilizef§Aéﬁd"pééticfdes in several ways ‘to .

~
. .

tree crops and row crops.

‘To start a small business, you need to do lots of

.

planning. First, you have to be sure that owning a small .
business is right for you. Then you have to decide what

services to offer, how to compete, and what legal
' 1

requirements to meet. .
.

@ : v / \
To pick a good location, you have to find out if l:
o . customers would use your business. Then you have to ggtw ~

money to start. That means showing a banker that your idea

. a '
1s a good one. ‘ t

’

'-Being in charge means dgyidingrthe work and hiring good

4

workers. Then you must keep track of jobs to be done and

o who will do ?em. J
i

\.

Setting prices means ff}uring out the, lowest price ydu .

N can charge to meet your expenses and also the highest.price
you can charge and still be competitive. To do this you
. é > ”
- need'infommation on your expenses and on your competition's
ROl >

prices. ) * ’ . I8

. ® -

. . -
-

‘a
»

- -
B A - 7ox: Provided by ERIC . .
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~
v ‘e

Advertising and selling are the ways you get customers.

The good things your business does in ?our area are called

promotion.” These are all important’ ways to help your

business succeed.

——

You should keep good financial records so you will know

how, the business is doing. Ihen you can’ decide if, you can °

‘expand‘ybur business or 1f youAneed to cut it back.

o

In order to own and operate a successful fertlllzer “and

ERIC

pest1c1de serviueihyou need training in agrlcultural

suppllea and serv1ces, experience, and the

ecial business
management skills covered in this module. If you—trdve not
hag courses in agricultural supplies and services you
should take one before deciqing fo own a fertilizer 'and
pesticide service. You can learn business management

skills through business élasses, experience, or by hsing

the advice and example of an expert.
/7
Yo&lglght not make a lot of money by owning a

fertlllzer and pest1c1de serv1ce. However, you would have
the perspnal satigfaction of beihg responsible for your
business and making your own decisions! . Think about how

importanf these>thihgs are to ‘you in considering whether .

you should start your own festilizer and pesticide service.

Ve

4

[ U
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) 1. List three petsona.l qualltles the owner of thls -
- T business might have. .
N . ‘ ‘a. .'4" N . -
. ] ’ .
' . b. .
» B + '
Ce. . ”, - *
- . ’ IS ) N
o 2. Customers for a small fertilizer and pesticide service
. ’ would probably be: ;
) a. small farmers. . .
. . b. large fammers. '
- ‘ c. established farm service companies. E ,
‘ -
3 k
‘ R ~ 3. Write one way a snall fertilizer and pesta.c1de service ’
. can stand out from its competitors,
~ .
e~ - - s 2 0 *
: : ‘ s
n 4. List two legal requirements f@or running this bus;'.ness.
\] ¢
v a.
¢ ' ' ) . 7’ . -
‘\/ b. ' . ‘ '
7 ® = - .
! 5. Ligt three thlngs to think about in dec1d1ng where to \
. . locate a fertilizer and pest1c1de service. ' 4 .
) - . a. ) » ‘ r
' L b._ - i ' : o
) : ? ; — ( -
- ’C.Qx 5 b
e » )
Al
: {' <~ - * ) o2 ° ’ ‘
- - - - . - ‘. ¢ . o
P N . .. L . h ’
o o S
| . oL . ' [}
- : . ' *
” f 4 3
., " N 5 ¢ 93 . 87 N
8 . ‘ RO
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Lot o . ,
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‘,. ’ . - A o " * PN ! . -
. - e . B . A
- ) * _ . R .
6. Pick the best locatlon for a small fertllizer and

pesticide service, N
a. An area with-emall farms ﬁhd\\ots-of

. establlshed farm servicce businesses :

<

b. An are where you have talke@*to farmers and
know 2i1

ey need your services

A spot with plenty» of space that costs 1

N $10,000/month to leasé

~ -
x N .

. . . 14

7. Llst at least four of the f1ve parts’ of ‘a business’

descrlptlon. : ) Cos

a. . -
. . i . ’ &

bo ‘ N N Lo

Co X . - N , . '4

!

|..\ d: \ _'.’..”. .
|

|

|

o ) 4
8. . What are the three main parts<of a statement of

* financial need’ - . -

‘8o

N Coe

< - -
°

t .

14

; . - 9. The Geiger family owns 4 small fertilizer and pesticide -
| service. Mr, Geiger has been in the business for 25°

i '30‘ years. His daughter Joan has just finished high

‘e

;” = . school, she ‘studied agrlcultural supplles ahd serslces.
Mrs. Gelger takes care of the books andnthe b1111ng.
* They have lots of work and need to hire a fonrth

. full-time person. What should they do? o~

s, « a. Hire anassistant to Mr. Geiger and have Joan -
. ' . 4 <
. ~ assist her mother A . ¢ . v

M - PR

B / 8. ‘Hire an experierdced spray crew superv1sor and

¢ A

e N ' have Joan assist both that petgon and her

. - father ’ N '

- . c. Hire an assistant,. bookkeeper ‘ 7.

:‘ E MC - ' M . ) N l, . - . v .

Aruntext provided by eric il * v M s

A



Aruitoxt provided by Eic:

A
-

10.

‘ . -
You decide to hire a bookkeeper.for your business.

» Which, person would you choose?

>

a. Joe, who .studied 'bookkeeping %n high school

s

. but has not worked at it in 15 years
b. Annie, who worked as a bookKeeper for three

yea}s, wants a very high salary, and has gvod
]

refererices ¢ T 7?

-

. . ¢. Jim, who worked as.a bookkeeper for gne year,
has good rgeferences, and is studying busiFess

__at night = e,

.

N

11. Describe one kind of training an employee of a

fertilicer and pesticide service might need.
- . ‘e

12. Fill out a work order form with the following

-

informati on.:

.

Hégry:starts &ofking’on a spray job~aE 9 a.m. on
July 15. *#He finishes at 1 p.m. The rate for labor is
$30 an hour. The materiéls eos't $400.. Tax on the .

I d

materials only is S5%. -t

. ”’




—

. WORK ORDER . Date:

July 12

FROM: Henr'y's Fertilizer & Pesticide Service

.

2803 Canyon H ighv;ay

’ Felton

WORK ORDER NUMBER: 00453 .

ORDER TAKEN BY: , Bhka-

Adams Farm

' START WORK ON: July 15, °
Route 30, Box 12 o ) .-

e

JOB FOR:

Felton

. .
TERMS OF PAYMENT: Cash .

' ’ } - N

4
.

Person- e

”

Doing Wor Descfijti ongof Work - Materials * ¢ Labor
i B 4 > .
\

Henry Fertilize strawberry crop
. R ° N T . i <
. ' ‘ 40 acres P '
i ' '
Calecium nitrate, 17%
"N .
T ¥ ‘
WORK STARTED: ' '<T0TAL MATERIALS _ -
WORK FINISHED: ' TO’)IIXI:’ LABOR
BY; , TAX
- ) ) TOTAL COST - ~
- . * . q - )
?
: s - K ) ) ' ..

§13. .Chuck “and 1l work for Ma)ﬁs Fertilizer and Pesticide ’

. . -Service as' pest control operators. The bdsil}'sqs has

two truck s’ray rigs. One day the orders are: \

J . >

Lemon grove,~20 miles west of office, four hodrs,

S

-

estimated _

Lemon grove, ‘35 miles south of office’, four hdurs

estimated . o
! 2

- —_—

o Orange grove,.25 miles west of office N three hours
egtimated =~ - .
Lemot grove checkup, 2 miles ‘east of office, three

s ' . ¢
/’ hours” estimated .

) ~ ' e \
Write a scheslule for each worker.’ .,

o K "

'e" . ‘96 {)I) . oo




14. Ybu have just started a fertilizer and pesticide
service. You have added up all your expensés and the
profit you need to make. You haye to make at least $29
an hour, One dealer near you charges $35 an hour.
Another charges $33, What should you charge?

a. ' $29 an hour
b, $31_an -hour

‘ c.; $33 an hour

. 1‘5. Your fertilize,irand pesticide service has been bpen for

‘ two months. You want to run a weekly ad. Which would

be best For yqu?

»

a. Newspaper--reaches 50, 000 people (2, 000 are
‘ farmers) and costs $15 a week ' :
b. Farm Journal--reaches 3,000 pedple- (all

f armers) and costs $20 a week

- ’

s . * R}
16. List at least four of- tMe five parts of a printed ad.

-
"

a,
b
c. - j-

d.

K * ?

17. Fill out a customer billing form with t e following

——_informgtion., Be sure to show ehch balande

‘

payments. A .
April 30 Feggilize spinach field — ° $100
- May 15 ﬁ_ayment : 50

May. 20 _ Sprag' spinach f{eld for pests* 200
J 15 . ~Payment : 50
s J:KM ’ Payment 100

.




CUSTOMER BILLING FORM

_ Customer: _ \\

)N

¢ ' Payment Bal ancé
Description of Sale Received | Due

\ L .. - -

18. Fill out a daily cash sheet with the following info.rma-‘

tion: =

Cash (bills and coins), ' $27
CHecks ~ ) : : 33
Payments on accounts ’ 800,

Paid for pesticides o 200°

\_Paid for ad

Paid on lease } ‘ T 500

40

-+~ DAILY CASH SHEET - &

>

Cash Receipts. ’ Cash Payments
\ LY
Cash Sales .§ & | salaries

A [

Credit Sales Buiiding Expenses
ot 'Eguipuient and Furniture
& r .
Pesticides

\ Advertising /

. v . Othe .

TOTAL CASH RECEIPTS §$ TOTAL H PAYMENTS®

o~ 02
’

L

-




* > .

198 Look -at,t_h~e profit and loss statement belox. Figure

. out;'t"he net profit. ..Then figure out the expense .ratio e
‘ and, profit ratio. .:Put the percentage of dxpense in the ° .
' ) ) “’opercentag‘es cplurﬁn next to TOTAL EXPENSES.i P‘ut 'the o
: . ~ percent of profit next to NET PROFIT. - _ '
. C T PROFIT/LOSS STATEMENT ‘ o -
s y 5 ’ . P __ -
CE . o " Revenues . él 50, 000 100% et 7 " ;A,#—:'
‘ , Cost of Goods Sold - R - , 3 75,000 .
Gross Profit .- - $775,000 ‘ . -,
> Expénses - . : "$ 57,000 . Yoy T ' P
Net Profit ) . ' $ ", Z . . .
. C— .
- - LA -20. How cafd & fertilizer and pesticide.serviceh inerease its " — o ——
"( ' : ’n:at profits? " . o . ’
' ' a. Buy—a new tr_l;ék spray rig . i
. J- . “_ b, Move to a larger s}’gop ‘{ ) A E o ‘y ’
o ' ___c. Lower its prices’ ' O ' v
. ____d. Advertise 'to‘ more people who might use its. , !
. y ) ) services - ' - ’ P
) . . . ~
. . . ) ) ‘ s ‘ .
21. A fertilizer- and pesticide service is having trouble. . .
, J . The building is in towny two' blgcks from another - » N
i . fdrtilizer e‘md‘p.esticide servicg. The service, charges ) -
. for d‘eéidingﬁwhat fertilizer and pesticides are .
h . ) - geeded. ' Thé owner‘doesnftllike to send his crews on
N . * jobs|that are moré than 25 milés away,. * - , .
: ) ¢ ‘“" 'List ne thing this service could try to increase its s K
. . business. - >
[ — R N j
t a - . N - : C
- ‘(’“"'—_-'_{- . L [ L ¢ -
. ) :
- L e L ’ o 99 * . . -
- T ’(\ 93 . ) UE.U!’O:I%I—;791-773/;66 ‘\' L
o ;- N . e . T
- . L a




“\orational Discipline

n®

s . v
“a PROJECT PRODUCTS
- Entrepreneurship f:alning Components -

R (N -
Module Number and Title \

o |

General Module 1 - Getting Down to Business: What's It All About”
» « .
Apriculture Module 2 - Farm Equxpment"Répair 4?
. /
- I .__Module 3 _= Tree Sgrvice - e
¥ : .
' Module 4 - Garden Center ~ » . .
- . “Module 5 - Fertil}zefyand Pesticide Service
. . 7 odule 6 - Daify Farming- . L
R, e
Marketing and Module 7 - Apparel Store

Dlstrxbutxon‘b * Module 8 =~ $pecialcy.Food Store

-

1 © Module 9 ;- Travel Agency ,

s > -

Module 10 - Bicycle Store
Module 11 - Flower and Plant Store

Module 12 - Business and Personal Servace
: ’

L Module 13 - Innkeeping

»

4
Healtn " Module 14 - Nursing Service

. Module 15 - Wheelchalr Ttansportatlon Servxce

. ~ Module 16 - Health Spa

s .

Business and Module 17 -~ Answeting Service B -
‘O::xce Module 18 - Secretarial Service ¢
° : ~Module 19 - Bookkeeping Service .
) Module 20 - Software Design Company

Module 21 - Word Processing Service

Occupational ", Module 22 - Restaurant Business,

*Home Eccnomics :
. = s Module 23 ~ Day Care Center

«

N
Module ;24 - Housecleaning §erv1ce

Module 25 - Sewing Service ‘
. . Module 26 -+Home Attendant Service

M ..

Tecnnfcal a Module 27 - Guard Servtce
K . Module Zg - Pest Control Service
- . ) Module 29 - Energy Specialist é;rvice
Trades® and» | A Hod&le 30 ~ Hair Stlehg Shop

Industre
RS AR ¥, Module 31 - Auto Repdir Shop

© 0, Modula 32 4. Welding Business

Module 3§ - Construction Electrician Business

A 0 Wodule 34 - Caxpentry Business

. N Wodulefas -*Plumbing Bhsiness ‘ . e
. e X1 -

. . . Jdodule 36 - Alr anditiontng and Heatiné Service

.

L - [V L.

- e . .-
‘ - N ’ <
T, Rela:ed Reﬁources L T
ROBEMKZN ". . ” &
dye e A .
Resource Guide of Existing Entrepreneurship Matexiais ; .

,

- ) dandbook on ftilization of the Entreprgneutshfp Traxnlng Cpmponents °

~ Pl

,
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